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Introduction
Policy makers in developing countries, including in Africa, have become well aware of the positive impacts that productive entrepreneurship can have on structural transformation and poverty reduction (Acs and Varga, 2005; Brixiová, 2010; Baliamoune, 2011) . Interest in entrepreneurship as a source of job creation in Africa, especially for women or youth, has also grown (Amin, 2010; Hallward-Dremier, 2011; Baliamoune et al., 2014 , Brixiová et al., 2015 . For women globally besides economic benefits productive entrepreneurship presents an opportunity for empowerment and better integration into the society (Blomqvist et al., 2014) .
A number of studies have identified performance gaps between men and women entrepreneurs globally (examples are OECD, 2005, for OECD countries and Sabarwal and Terrell, 2008 , for countries in Eastern Europe). Bardasi et al. (2009) examined gender gaps in performance in established businesses in several African countries, but have not found major gender differences. In contrast, Hallward-Dremier (2011) found that women operate disproportionally in the smaller firms, the informal sector and low value-added industries. This paper contributes to the understanding of entrepreneurial gender gaps and their drivers in Africa.
Utilizing a recent survey from the urban Swaziland, this paper first identifies performance disparities (in terms of sales levels and growth) between the early stage men and women entrepreneurs. Two reasons motivate our interest in the early-stage entrepreneurship: (i) the definition of entrepreneurship which emphasizes the start-up process, as in the Global Entrepreneurship Monitor and (ii) hypothesis from Bardasi et al. (2009) that gender barriers to entrepreneurship are likely to be more pronounced during the entry stage.
We examine links between performance, start-up capital and skill shortages as well effectiveness of training programs to address them. The findings of the literature on the impact of training on entrepreneurial performance are also mixed. For example, Fairlie et al. (2015) have not found any evidence of longer run effects of training on sales, earning or employees in advanced economies. Giné and Mansuri (2014) found that business training in rural Pakistan improved men's business practices, but not their sales or profits. In contrast, de Mel et al. (2015) showed positive effects of business training on women start-ups in urban Sri Lanka. Similar differences exist in the literature on gender and start-up capital. While most of the literature finds differences between men and women entrepreneurs in terms of both amount and composition of start-up capital, Verheul, I. and Thurik found differences only in the amount.
The paper is organized as follows. Section 2 provides definition of entrepreneurship used in this paper and discusses them as well as methodology. Section 3 presents the results of empirical analysis. Section 4 concludes with policy recommendations.
Data and empirical methodology (a) Data source
The empirical analysis utilizes data from the survey of entrepreneurs in Swaziland, carried out by the UN Swaziland in November 2012 (UN Swaziland, 2013 . The sample included 640 small and medium-sized enterprises (SMEs) in the urban areas of Hhoho and Manzini regions. The sampling frame consisted of firms listed in the 2011 SME directory of the Ministry of 3 Commerce, Industry and Trade.
2 The interviews covered information about the firm's objectives as well as the most common opportunities and constraints they encountered. In addition, the survey explored key characteristics of each enterprise such as location, years of operations, sector, employment and sales, among others.
The empirical part of the paper utilizes the definition of entrepreneurship often used by the Global Entrepreneurship Monitor (GEM), where an entrepreneur is '…an adult engaged in setting up or operating a venture which is less than forty-two months old. . . ' (Parker, 2009 
where i stands for entrepreneurs. The dependent variable (Sales) takes the value of 1 when the total sales have increased or 0 when they stagnated/decreased relative to sales two years ago. The probit model estimates the probability that the variable 'Sales' takes on value 1. In model specification as in (4), "Skills" is a vector of controls including the business training received by entrepreneurs and their perception of the lack of skills as a barrier; "Initial Capital" is a vector of controls including the amount of initial capital, the application for a formal source of finance and the use of a formal source of initial capital; "Firms characteristics" comprises a vector of controls including the size of the business, whether the firm is an exporter, the support the entrepreneur receives from the government, and the age of the business; "Entrepreneur characteristics" capture whether the entrepreneur is 'young' (i.e. is 35 years old or younger).
Further, the same regression model is run using the logarithm of (the level of) sales of the entrepreneur i as a dependent variable and doing the regressions separately for men and women entrepreneurs. Two estimations methods have been applied to test the model: Ordinary least square (OLS) regressions and (ii) quantile regression (QR). The OLS measures the effects of the explanatory variables at the mean sales, and assumes a well-shaped distribution around the mean. The QR estimates the effect of the explanatory variables at different quantiles of sales to understand factors that drive sales at various sales ranges.
Evidence from Swaziland
This section presents empirical results from the survey of entrepreneurs in Swaziland. It examines gender differences in entrepreneurial performance (proxied by the sales), from the 4 point of view of entrepreneurs' start-up capital, skills, work experience, and resolve. The sample included both men and women entrepreneurs.
(a) Descriptive statistics and Kernel density estimates of entrepreneurial sales
This part examines differences in means between female and male entrepreneurs along several dimensions. It reveals that on average, women entrepreneurs are a few years younger than men. Moreover, while almost half of male entrepreneurs had higher education, only slightly more than one third of female entrepreneurs possessed one. In contrast, more women than men entrepreneurs received business training. These indicators point out to possible skill shortages among female entrepreneurs and raise question whether training may help close them. Table 1 also shows that women entrepreneurs start their firms with notably lower capital then men, even though sources of financing for this capital in terms of debt and equity are similar. Further, while approximately same share of men and women entrepreneurs contributed to startup capital from personal sources, the amount of such contribution was much smaller among women. Finally, a larger share of women than men applied for credit from the informal sector. Table 2 presents mean values of key characteristics of the entrepreneurs and their firms, for the entire samples of men and women by sales quantiles. The quantile approach reveals that in Swaziland, for both genders, entrepreneurs in the higher sale ranges are older, run firms that are more mature, and employ more workers. During a typical week, successful entrepreneurs spend more hours in their firms than entrepreneurs with lower sales. The analysis also points to lower sales and employment among women entrepreneurs with firms in the highest sales 5 quantile relative to men entrepreneurs. While top performing women tend to spend more hours a week working than men entrepreneurs, they spend a smaller share of the working time in their firms. Factors related to work-life balance and women's household responsibilities thus may also contribute to gender differences in entrepreneurial performance. Women entrepreneurs also have a smaller amount of start-up capital, especially in higher sales ranges. Further, the kernel density estimates of probability function of (log of) monthly sales for men and women entrepreneurs show that in these nearly uni-modal distributions men outperform women almost throughout the entire sales range. Figure 1b indicates that women entrepreneurs have lower start-up capital than men for the entire sales range. In contrast to men who seem to reach some threshold level of capital, some women start their firms with almost no capital.
(b) Regression analysis

Probit estimations
We tested if entrepreneurs' skills and start-up capital matter for firm performance (e.g., sales are stable/growing or declining) for men and women entrepreneurs in a multivariate probit regression (Table 3 ). Our analysis showed that firms ran by women who did not perceive skills to be a major barrier to opening or running a firm performed better than firms ran by women who viewed skills as a key barrier. Business training had a positive and statistically significant impact on performance of men entrepreneurs, but not on women. 6 In contrast, larger number of employees was associated with better performance of women but not men entrepreneurs. Table 3 . Firm performance, skills and access to finance: probit estimations Source: Authors' estimates based on the UN Survey of entrepreneurs in Swaziland. Note: Only firms 42 months old or younger and profit motivated were considered. "Performance" is equal to "0" if sales two years ago were higher or same as in the year of the survey, and "1" if sales two years ago were lower. Heteroskedastic-robust standard error are in brackets. (*), (**) and (***) denote significance at 10%, 5% and 1% respectively. 6 Besides training the business environment matters. The findings from the robustness analysis (results are available upon request) showed that for all entrepreneurs, running a licensed company raises performance. Figure 2 and Table 4 illustrate coefficient estimates in quantile and OLS regressions. Each plot shows the variation in the coefficient of key explanatory variables --training, amount of startup capital and formal source of start-up capital -over the sale distribution for both men and women entrepreneurs. The effect of training remains negative (though not significant) over the distribution of sales for women entrepreneurs. In contrast, training has a positive (and significant at lower ranges) but decreasing effect over the sales distribution for men (Table 4 ). Further, for women in the highest sales range (to 25%), better sales performance is associated with factors such as larger size, exports, and age of business. Government support was associated with negative (and significant) impact on sales among the best female performers,
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but had a positive impact on sales performance among men in the lowest (bottom 25%) sales range. For these men being young -less than 35 years of age -was associated with negative and statistically significant impact on sales. No such effect was observed for women ( Regarding the role of start-up capital, a larger amount is associated with better sale performance in firms run by men or women. For men entrepreneurs, this effect is rising along the sales distribution. Drawing on the formal source of financing for start-up capital has a positive, significant and increasing impact on sale of firms run by women entrepreneurs in all sales ranges, pointing to the importance of access to formal finance for this group.
To account for industry differences, we have also examined separately entrepreneurs operating in low-skilled sectors, such as agriculture, cleaning, tailor services, and hairdressing (Appendix II). In these sectors, business training has a positive and significant impact on sales posted by men entrepreneurs, but no or negative effect on sales of women entrepreneurs. The amount of the start-up capital and access to its formal financing had a positive and significant relation with sale performance of both men and women entrepreneurs throughout the sale distribution.
Conclusions
The main contribution of this paper consists of reducing a knowledge gap in the literature on constraints to women's entrepreneurship in Africa. Specifically, to the extent that women have fewer entrepreneurial skills and lower access to start-up capital than men, they are likely to face greater challenges turning their ideas into businesses and to be less motivated to engage in productive entrepreneurship. These findings would support government for women entrepreneurs, especially in societies where equity factors are considered.
We tested these hypotheses on data from a survey of entrepreneurs in Swaziland. The empirical analysis confirmed the critical role of start-up capital for sales performance of both men and women, under various model specification and throughout the sale distribution. In Swaziland, women entrepreneurs have lower start-up capital and more limited access to finance it from the formal sector than men entrepreneurs, even when sectoral differences are taken into account. The results suggest that policy interventions aiming to promote entrepreneurship in general and female one in particular, should go beyond strengthening the overall business environment and include pro-active measures such as subsidies or loan guarantees for start-up capital.
Empirical analysis showed that narrow business training for women has a limited success, even though it is associated with better sales among men. Broader training for women entrepreneurs encompassing business and technical skills as well as soft skills could be more effective.
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APPENDIX I. THEORETICAL UNDERPINNINGS
The continuous time economy consists of infinitely lived entrepreneurs with population normalized to 1, of which  share are women.  The entrepreneurs choose their effort x, which determines the arrival rate of a business opportunity.
For an entrepreneur, V denotes the discounted value of the income of from searching for a business opportunity, and J the value of running a firm. The value functions become: 
APPENDIX II. RESULTS OF OLS AND QUANTILE REGRESSIONS
